Rough Notes Index For 1973 


ACCOUNT SELLING 


Simplify Coverage For 
Prospect. alice 

“Full-Service” Philosophy Pays i 
Big Dividends Anthony J. Abraham and George Miller, May 

Apply Risk Management With 
Smaller Accounts. 

Retail Risks Require Individual 
Treatment 

Customer Contact Is Key To 
Additional Business 


E L. Frazier, Jr., CPCU, May 





Jerry M. Beets, May 


--W. O. Scarbrough, Jr., Aug. 





Chester O. Tackett, Jr., Oct. 


AGENCY CONSOLIDATIONS 


Oo. B. Brands, January 
David R. Walker, March 


Diverse Agencies Can Still Merge 
Agency Purchases Combat Costs 


Agency Purchases Require 
Long-Range Planning__------------------ J. S. Braddock, Jr., July 


Meeting Competition Depends 
On Flexibility 


Expensive Promotion Pays Off 


Income Growth Target Focuses 
On Acquisitions. 


Benefits Include Added Income, 
More Time Off wees Arthur M. Peck, Jr., July 


Mergers: The Benefits And The Price_._._Morgan J. Moore, September 


Mergers Help Offset Commission 
Reductions 


Gerard R. TeBockhorst, CPCU, July 
James Vernon Epps, July 


Ralph F. Dreitzler, Jr., July 





AGENCY MANAGEMENT 


Good Pending File System Must 

Emphasize Results. Sherlie B. Weeks, CPIW, January 
Let Staff Handle Operational Systems_..Robert J. Molhoek, January 
Fundamental Systems ‘Yields Efficiency. R. C. Mavis, January 
Setting Objectives Is Crucial 

To Agency James R. Allen, Jr., January 
What It Costs To Run An Agency—II__--Carl O. Pearson, February 
Volume Doubled With 50% Reduction 

In Staff. oe -Thomas E. Athanas, February 
Office Advancement ‘‘Push” Has 

Its Drawbacks. Sherlie B. Weeks, CPIW, February 
Good Record-Keeping Is Vital To Efficient Management___._February 
Staff Has Authority To Accept Business. W. E. Price, II, March 
Agency-Company Problems From Two 

Points of View Sherlie B. Weeks, CPIW, March 
Does Easing Of Markets Give You More Time? March 
Automated Policywriting Plan Increases 

Profit Potential Jack M. Puryear, April 
Take A Closer Look At Your Agency’s Work System April 
Effective Use Of Telephone: 

A Must For Any Agency Sherlie B. Weeks, CPIW, April 
Conquering Paperwork Problems Begins 

With Setting Goals 
Merger Provides Opportunity To Improve 

Agency’s Efficiency Don R. Jordan, May 
Inefficiency Can Result From Communications Breakdown 
Process All Audits In One Day Sherlie B. Weeks, CPIW, May 
Licensed Stat Improves Professional 

Image. ek 
Growing Agency Needs Office 

Procedures Manual Jim High, Jr., May 
Management Book Probes Reason for ‘‘Time Wasters’’ 
Setting Goals: Crucial Step In Advancement 

Process. Sherlie B. Weeks, CPIW, June 
Give Personnel The Chance To Upgrade Th lves. July 
Exercise Extreme Care In Using 

Binding Authority Sherlie B. Weeks, CPIW, July 
Management Structure Keyed To Maximizing 

Production Robert E. Edwards, August 
Growth Achieved By Separating 

Administration, Sales 
Delegating Responsibility: 

True Test of A Manager. John W. Yeargin, CPCU, September 
Making The Best Use Of Agency 

Reading Material Sherlie B. Weeks, CPIW, September 
Make Your Letters Pleasant, Direct And Understandable.__September 


Professional Staff Makes Management 
Job Easier 

















George L. King, April 





----Ronald K. Mosher, May 














Phil Nisonger, August 








Dan A. Stark, October 
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Paul R. O’Malley, October 7 


Training Is Essential When Employee 
Becomes A Supervisor. 
Direct Billing Can Work Smoothly 
And Profitably. 
Work Delegation—A Vital Step In 
Growth Process. 
Delegation of Responsibilities Can 
Lighten Your Paperwork Load 
Innovative Service Ideas Can Set 
Your Agency Apart. Sherlie B. Weeks, CPIW, December 
Systematic Procedures Help Conquer 
Paperwork Problems: Hal A. Pierce, December 
Personnel File May Reveal Your 
Staff’s Hidden Potential 


October 





Sherlie B. Weeks, CPIW, October 





Vic D. Koelling, October 








November 
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ADVERTISING 


Basic Rules To Follow In Planning 
Newspaper Ads. Dean Brooks, January 


Planned Advertising Program Can Be Effective.__._Bud Ross, March 


Company, NAIA Tie-Ins Boost 
Recognition M. A. Goodwin, CPCU, September 


Formation Of New Agency Calls For 
Multi-Media Approach 


Advertising Explains Agency 
ame Change _.Warren C. Brown, September 


Joke Columns, Signs Get Readership_._.Ernest Hoberecht, September 

Direct Mail Plan Achieves 18% Return.__Jerome P. Stern, September 

Advertising Plays A Vital Part In 
Plan To Double Volume 

Try Various Advertising Media To See 
What Works For You Curtis W. Mahaffey, December 








Jack East, Jr., September 








Max F. Campbell, November 





COLLECTIONS 


Sticking To The Rules Keeps Accounts 
Receivable Low 
Realistic Policy Speeds Cash Flow 
Don’t Let Collections Take 
Up Your Time 
Have Agency Cash Working For You 
Service Charge Helpful In Disciplining 
Insureds. 
Agency Financing Unit Simplifies 
Collections Scpaan 


Leon A. Triggs, Jr., June 
Paul E. Kemker, October 





George McDaniel, Jr., October 
E. Clifford Ladd, October 


--John E. Cay, III, October 





Steve Showers, November 





COMMERCIAL RISKS 


Check List Is Crucial To 
Selling Process 
Mass Merchandising Has Wide 
Commercial Appeal 
Removing Exclusions Can Be 
Vital Service. John R. Abrahamson, CPCU, February 
Commercial Plans Require Thorough 
Study Of Needs. 
Answering Clients’ Objections To 
Fidelity Bond Coverage. Albert L. Guthrie, April 
Sale Of Commercial Liability Lines Requires 
Skill, Imagination George A. Forbes, Jr., June 
Cc cial S Depends On Knowing 
Prospects’ Business. 
THE FORUM: Fire Legal Liability For 
Lessee Clients. Roy C. McCormick, September 
Sophisticated Buyers Demand 
i W. H. Rauschenberg, CPCU, September 


Glenn C. Griffin, February 





....Jerome M. Shaw, February 





C. H. MeMillion, March 








G. W. Rummel, June 








EDITORIALS 


Service Problems Effect Sales. 
Non-Agency Insurers Grow 
Agents’ Future Predicted 
Sales Power Shortage Recognized 
State Marketing Group Formed 
Some Agents Have Big Plans 


Carl O. Pearson, March 
Carl O. Pearson, April 
Carl O. Pearson, May 
Carl O. Pearson, June 
Carl O. Pearson, July 
Carl O. Pearson, August 
Carl O. Pearson, September 
Carl O. Pearson, October 
Carl O. Pearson, November 
Carl O. Pearson, December 


(Continued on page 70) 
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EXCESS & SURPLUS; 


Market Expanding For Architects 

And Engineers. Wallace L. Clapp, Jr., CPCU, January 
Competition For Board Of Education 

Coverage. Wallace L. Clapp, Jr., CPCU, February 
fuel Seohers Encounter Standard 

Mar Wallace L. Clapp, Jr., CPCU, March 


SPECIALTY LINES 








~aiaee Clients Have 
Low Loss Ratio. Ronald E. Wheeler, March 





Use “Layering” On Manufacturing 
Risks. William J. E. Haley, March 





Non-Standard Auto Can Be 

Profitable. E. Bruce MacFadyen, March 
Standard Business Often Starts Out 

As Substandard 
Companies Seek To Market Group 

Legal Services Plans. Wallace L. Clapp, Jr., CPCU, April 
Trustees’ Liability Plan Covers 

Pension Administrators. Wallace L. Clapp, Jr., CPCU, May 
Liability Coverage Offered For Smaller 

"‘Seiak lavoun Wallace L. Clapp, Jr., CPCU, June 
New Markets Developed For Condominium 

Directors. Wallace L. Clapp, Jr., CPCU, July 
Companies Prepare To Write Group 

Legal Expense Plans Wallace L. Clapp, Jr., 
Surplus Markets Can Help In Writing 

Larger Risks. 
my 1973 Insurance Market 





H. C. Carr, March 








CPCU, August 


Everett Martin, August 





Wallace L. Clapp, Jr., CPCU, September 


Public Officials Liability 
Cov. 


Wallace L. Clapp, Jr., CPCU, October 
Marine Underwriting Pool Keeps 
. S. Premiums In America 

Difference In Conditions 
Policy. 


John C. Potts, November 
Wallace L. Clapp, Jr., CPCU, December 





FEMININE VIEW 


Aids To Self-Improvement. Rose V. McCullough, January 
Office Procedures Manual Rose V. McCullough, February 
Office Cliques: A Dangerous Barrier__._.Rose V. McCullough, March 
Maintaining Adequate Supplies. Rose V. McCullough, April 


Evaluating Personnel Will Boost 
Efficiency. 


Advance Vacation Planning Has 
Several Rewards. 


Qualities Of A Good Supervisor 

Is Your Future In Sales? 

Adjusting Attitude In Supervisory 
Role 


Rose V. McCullough, May 





Rose V. McCullough, June 
Rose V. McCullough, July 
Rose V. McCullough, August 


Rose V. McCullough, September 

Rose V. McCullough, October 
Rose V. McCullough, November 
Rose V. McCullough, December 





Communicating With Employees 
Books Stressing Communications 
End of Year Reappraisal 


GENERAL 


THE FORUM: Advising Insureds On 
Casualty Deduction 
Production Quotas Can Help Increase 
Business Robert P. Hoffman, January 
THE FORUM: Teking The Mystery Out 
Of Lloyd’s—Part I 
THE FORUM: Taking The Ssebery Out 
Of Lloyd’s—Part II 
THE FORUM: Taking The Mystery Out 
Of Lloyd’s—Part III__-- 
Agency’s Expansion Dependent On 
Growth Plan Robert P. Hoffman, May 
Liability Field Offers Tremendous 
Sales Opportunity. 
THE FORUM: The Importance Of Binding 
Coverage In Writing Roy C. McCormick, August 
True Service Is Vital In Mass 
Marketing Age. 
“Future Delivery of Money” 
Best Describes Business 
THE FORUM: “Flood”’ Definition 
Clarified Roy C. McCormick, November 
Build For Future With 
Present Clients 
New Building Can Trigger 
Agency Growth 
Servicing Procedures Assure 
Growth 


Roy C. McCormick, January 





-Roy C. McCormick, March 








Roy C. McCormick, April 


Roy C. McCormick, May 








John Kelsey, July 








.--Alvin M. Townley, Jr., August 


Larry J. Gleason, September 





David W. McWalter, December 


Floyd Annas, December 








Thomas B. McGowan, December 


LIFE INSURANCE 
Produce Life Business Without 
Night-time Calls. 
Skillful First -Interview Is Key 
To Life Sales_ Hamilton B. “Bud”? Thompson, CLU, February 
—— Benefit” Approach Works 
i Busi 
Show Prospect Alternatives To Life 
Insurance Plan 
Policy Delivery: Your Best 
Selling Interview Eug Kendall, May 
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Howard M. Zimmerman, January 





F. Levohn Haigler, March 








Bill G. Brown, April 





Success In Life Field Depends 
On Prospecting. 

Business Buy-Out Plans Protect 
Owners’ Interests. 

Property Agent —~ new: Clients, 
Concern To Sell L' Stee 

Family With A colt Baby Is A Ready-Made Market__September 

Ordinary Life Presentation Should 
Be Kept Simple 

Mastering The Most Important Part Of 
Life Sale—The Close. 


Total Service To Clients Must 
Include Life Coverages 


H. B. Crothers, CLU, June 





Fred Kirtland, CLU, July 








Alan D. Brast, November 





Lyndon H. Ratcliffe, December 





LOSS RATIOS 


Educating Insureds Is Essential Job. 
“People To People” Concept Keeps 
Ratio Low Harold J. Gelderloos, April 

Educate Commercial And Personal 

Clients William J. Schneider, June 
Contingency Plans Give Incentive.__.Douglas R. Parkinson, CIA, June 
Consolidating Business Improves 

Company Relations. 
High Limits Improve Book Of Business. 
—. + scncstiastpetie Is Both A Science & 

An David D. Gibson, CPCU, August 


Herbert J. Spier, February 








William J. Hagan, June 
Jack B. Norris, June 








PERSONAL LINES 


THE FORUM: HO Clients Should Keep 
Property Value Records Roy C. McCormick, February 
Personal Lines Future Can 
Be Promising 
THE FORUM: Financial Responsibility 
Uniformity Provided 
Build Personal Lines Through Account 
Selling George J. T. Sadler, June 
THE FORUM: Mobilehome Policy 
Program Launched 
Personal Lines Agent Must 
Accept Changes 
Agency’s ‘Personality’ Can Determine 
SS) Arthur L. Krenz, CPCU, August 
$3 Million In Personal Lines Doesn’t 
Preclude Service. John W. Stanley, CPCU, August 
Young Ideas, Strong Products Will 
Assure Prosperity. 
THE FORUM: Handling HO Policy 
Involving Mortgage. 
Commercial Techniques Work For 
Personal Lines 
Personal Lines Selling Suggestions For 
Your Associates. Sherlie B. Weeks, CPIW, November 
Find Personal Lines Prospects Among 
Commercial Clients. — Robert L. Mitchell, Jr., November 
THE FORUM: Assigned R‘sk Alternatives 
Debated Roy C. McCormick, December 


William H. Macy, April 





Roy C. McCormick, June 





Roy C. McCormick, July 





William P. Griffin, July 








John J. Harney, Jr., August 





Roy C. McCormick, October 








Jay F. Hutcheson, October 





RETAINING BUSINESS 


Financing Plans Are Effective Ellis M. LaVoy, April 


Never Let The Competition Beat Your 
Service. 


Thorough Selling Keeps Commercial 


Clients 

Mass Merchandising Pleases Commercial 
Buyers. ete 

Account Selling Helps Retain Insureds 


R. Hargrove, Jr., April 








Jerry O’Dell, CPCU, April 


Theodore K. Knott, April 
Max Warrick, May 








SERVICE AFTER A LOSS 


Help Claimant Prepare Inventory_.___Donald V. Haemmerlein, March 
Improve Loss Service By Profiting 
From Mistakes. 
Good Claims Serviee Is Your Best 
Adverti Henry G. Pollard, July 
“Average” Claim Involves A 
10-Step Process. 
Personal Service Brings 
Referrals Louis P. Sigel, Jr., CPCU, CLU, November 
Good Service Starts With Understanding 
Policy Forms. Roge: 
Disaster Losses Test Agency 
Claim Service. 


Leroy Millard, April 








.--Sherlie B. Weeks, CPIW, August 








r A. Lindstrom, November 





Garland Kirkpatrick, November 





SPECIAL 


What It Will Cost To Rebuild This Spring. 
What It Will Cost To Rebuild This S 
What It Will Cost To Rebuild This Fall 

What It Will Cost To Rebuild This Winter. 











60 
52 


teele C. Coddington, CLU, August 34 


49 


John L. Low, October 50 


18 


February 76 
May 101 
August 76 
November 84 
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